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The System | 


The System 


involved, and a subsequently devised plan 

based on the analytical findings, or, more 
simply put, a system. Collecting illegal debts is certainly 
no exception to this rule, and is perhaps more compli- 
cated than one might imagine. 


P roblem solving requires analysis of the details 


You must certainly have heard the saying that you 
can't squeeze blood out of a turnip, and such may be 
the case with the subject in default on a debt. Fur- 
thermore, you are not going to pick up collection 
business involving subjects that are ready and willing 
to pay up. If that was the case, you wouldn’t be getting 
the job. Your client has already tried to extract the 
monies due without success, and has already resorted 
to whatever extremes he was willing to go to. He has 
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given up, and is willing to pay your fee for collection 
services, which is fifty percent of all monies collected, 
with no guarantee that a full collection is possible. The 
subject could leave the state, or kill himself, or any 
number of other problems could occur making it 
impossible to collect the full amount owed. If you 
guarantee a full collection and do not produce, you will 
be liable for the balance. The arrangement with the 
client is cut-and-dried: you will make every effort to 
collect the amount due, and you retain fifty percent of 
everything you collect, nothing less and nothing more. 


You do not guarantee any specific performance with 
regard to the tactics you will employ; this is a decision 
you will make at the appropriate time. If there is no 
way to collect the amount due and the client wishes to 
put a contract on the individual, then that is a sepa- 
rate arrangement. Collection is collection, Filling 
contracts is a completely different matter and defi- 
nitely falls into a different price category. However, you 
will have a very short career if you do not produce 
results with your tactics. If it gets around that you are 
unable to collect effectively, you will get very little 
business. 


Clients seek the assistance of a collector because of 
their losses, and they are already losing half of their 
money by making the arrangement with you. You must 
therefore do your best to give the service to your client 
that you have been hired to give, not to mention that 
if you fall on your face, you just may wind up with a 
contract on you. You cannot advertise in the yellow 
pages or put an ad in the paper. Your reputation there- 
fore will become your bread and butter. 


If you are able to bring a client his money in a lump 
sum, that is best. But if you can at least bring him 
regular payments on the debt, he will quickly learn to 
value your services, and will use them again. He will 
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also recount his business dealings with you to others 
in similar situations. This will bring you more business, 
more money, and a steady growth in clientele. Your 
performance will be your advertising. 


he basic system is as follows. When you make 
contact with a client who wishes to use your 


services, you must first establish how the debt 
was made. If you do not make this a prerequisite, you 
may wind up collecting extortion payments. There has 
to be a certain degree of trust between you and your 
client. If you doubt your client's integrity, if there is any 
reason to believe that the client is lying to you, pass up 
the job. Know with reasonable certainty what you are 
getting into. If part of the debt is from accrued interest, 
be sure that the subject was aware that the interest 
would be added for defaulting payments. Exactly what 
was purchased to create the debt is unimportant. 
Whether or not it was money loaned is not important. 
All you need to establish is that the debt was made 
willingly and is not some form of extortion. 


Your next step is your first visit with the subject. 
This must be done with the client, and the first thing 
to do is to confirm that the debt in fact is owed and 
has not been paid. If you visit the subject without the 
client, the subject may have a battery of logical 
arguments against the debt, and this puts you in a 
more difficult position, What you want to get is an ad- 
mission that the debt is owed. The dollar amount 
should be quoted precisely. The client must establish 
with the subject that you are now the owner of the 
debt, and that all further contact concerning the 
amount owed should be with you exclusively, not with 
the client. 


What you are avoiding in this process is the subject's 
argument that, for example, “The merchandise was 
inferior,” or “J was overcharged,” “] didn't get it all,” etc. 
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Any such discrepancies should be settled before any- 
thing further is said. Once this is accomplished, dismiss 
the client. You have no further need for him and it is 
time for you to establish yourself as the man the 
subject is indebted to, and that you have no intention 
of letting the debt slide. You must establish your 
strength, and make it known that whatever it takes to 
get the money out of him will be done. This is the stage 
identified as position. His position is that he owes you 
X number of dollars, Your position is that you want it, 
all of it, and you want to know exactly how he plans 
to come up with it. 


If it is a relatively small amount of money that could 
be attained through the sale of personal] property, 
that’s what you want done. If the subject's house is well 
endowed with fancy embellishments, expensive stereo 
equipment, etc., force an agreement with him to sell it 
to get your money. If his house or apartment is 
stripped of such items, you must come to acceptable 
terms of payment on a weekly basis, and you must 
confirm exactly how he is going to get the money. A 
vague statement of ability to pay will not do. If such a 
method had been available to him, you wouldn't be 
there collecting the debt for your client. 


You want positive confirmation on how and where 
this money will be acquired, and don’t leave until you 
have this information. You don’t want to leave room 
for excuses to fit into an explanation of why the 
subject doesn’t have a scheduled payment. The method 
which a subject uses to acquire the money is unim- 
portant, as long as it is feasible. He may decide to do 
some sort of rip-offs, sell drugs, etc. This is not your 
concern. Your purpose for contact with him is to 
secure owed monies, so however he decides to get it is 
up to him, as long as he does pay off the debt. 
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If the debt is to be paid off in installments, a 
minimum acceptable amount must be established. For 
example, if it is a thousand dollar debt and you make 
an agreement to accept two hundred dollars a week, 
you must have that two hundred dollars, no excuses, 
no breaks, and not one hundred and ninety dollars. 
The amount agreed upon was two hundred and that’s 
what you have to collect. If he doesn’t have it all, you 
must execute some form of punishment. This will be 
discussed in later chapters. If you let him get away one 
time, it will happen again and again, and you will wind 
up having to resort to physical force anyway. It is best 
to stop the process at the start; it will make things 
easier later down the road. When you have established 
the terms of payment, make it known that this ar- 
rangement is the subject’s last opportunity to settle the 
matter in a civi] manner. 


inally, you want his phone number at home, 
and if he has a job, you want to know where he 


works and make him give you the phone 
number there as well. You can look up a commercial 
business in the phone book to get the number, but you 
want him to give you the number. This is an ymportant 
stage of the process, and you must be ready for some 
resistance. This is where you establish the certainty of 
danger to him. 


If he questions why you want it or gives you any 
other resistance at that point, you must subject him to 
a violent outburst. It may not be necessary to attack 
him directly. You can kick over a lamp or a table, knock 
something off the wall, etc. When you do this you 
should be shouting and cursing at him, and the 
outburst must be convincing if it isn’t authentic. If at 
that point his tone and his attitude aren't apologetic 
and submissive, you will have to knock him down and 
kick him once or twice. You cannot accept any disres- 
pect or any resistance whatsoever. 
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When you have gotten past this stage, question him 
concerning any children, where they go to school, and 
any other relatives. He will hesitate to involve other 
family members, and again, you must be forceful here 
as well. Giving this information will make him feel re- 
sponsible for the others who become implicated, and 
consequently he will be more apt to cooperate with you 
in resolving your business together. 


When all of this is done and you have a date es- 
tablished for a first payment, leave. Accept no hospi- 
tality that is offered, and offer no parting words of 
cordiality. Report whatever arrangements have been 
made to your client as soon as he is available for a 
discussion. 


Your first contact with the subject will be critical to 
the long-term success of the endeavor. At this meeting, 
you will both be sizing each other up and forming first 
impressions. You'll be scrutinizing him for weaknesses, 
He'll be scrutinizing you for whatever danger you may 
represent. You must come on strong. You have an 
initial advantage in that he knows he is in the wrong 
for not paying his debt, and your boldness in taking 
position as the heavy will make him apprehensive. He 
is going to figure you for experienced and capable 
unless you represent yourself as otherwise. 


Your client has brought you in to do what he was 
unable to do, and this in itself will give you the 
appearance of being formidable, and in a way he is 
unfamiliar with. You may be a cold-blooded killer, or 
may simply love to hurt people. The subject will not 
know what to think of you initially, and the unknown 
danger is the danger that is always most feared, You 
have been established as the “tough guy.” Take full 
advantage of it. 1 have known men in this business who 
had never been in a fight, but they looked as if they 
would bite your head off for looking at them the wrong 
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way. Such an appearance is a strong additional 
advantage, and if you have such an appearance, use it 
for all it’s worth. 


ne of the types that will give you a great deal 
of problems is the spoiled brat type. They 


think they can do whatever they want to do 
whenever they want to do it. They have never taken a 
good ass kicking and have nothing to associate it to, 
and therefore have very little fear of it. They may have 
been able to talk down everyone they ever confronted 
in a disagreement, and they will be counting on doing 
the same to you. They have the idea that they either 
cannot or will not ever be beaten up, just because of 
who they are. This type wil) require a class one ass 
kicking from jump street. He will be arrogant and act 
bored with your approach. Needless to say, this subject 
must be conditioned immediately. Without the fear 
element, you will never be able to collect a dime from 
him. 

Another type of subject that will require extensive 
conditioning is the one who is an “air head.” This 
individual is out of touch with reality. Danger does not 
register in his mind. He will carry a childish expression 
on his face and also act bored with your approach. His 
will not be an act, however. He really doesn’t under- 
stand that he is in a potentially dangerous situation. 
The best way to get his attention and bring him to face 
reality is with a hard open-handed s)ap in the face. The 
sting of a good slap is acute and lasts a good fifteen 
minutes. A powerful slap will leave a bruise which will 
last for a few additional days as a reminder of whe you 
are and what you represent to him. The slap generally 
works on the spoiled brat type too, but wil] sometimes 
draw a fight from him. You'll find that the air head 
types will most often have overdue drug bills they are 
in default on, usually from an attempt to start up a 
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dealing business. It is difficult getting money from 
these types because, frankly, they are very stupid. 
Youll have to condition him repeatedly, and you'll have 
to be on top of him every day. 


Another important feature of this first meeting will 
be your establishment of the fact that he is required to 
give you his full attention at all times. While you are 
present, nothing is to take his attention from you. He 
is not to leave the room for any reason without asking. 
If he tries to leave, stop him physically and force him 
back into his chair. Tell him you are not there for a 
social visit and that your business together takes 
precedence over everything else. Every moment of your 
presence should create an uneasiness in him, and a 
sense of domination. You don’t want him to ever feel] 
relaxed when you are there. You are a dominating and 
overbearing force. Keep that air about you. 


Earlier we mentioned the difficulty of squeezing 
blood out of a turnip. If you impose conditions of 
payment on a subject that he cannot possibly adhere 
to, you are setting yourself up to be shot or arrested. 
If your presentation was effective, the last thing this 
person wants in the world is for you to be angry with 
him. This means that he will be doing his best to meet 
the payment schedule. If there is no way for him to do 
this and he is sure that you are going to hurt him or 
someone in his family, you have a cat backed into a 
corner and he is going to either fight back or run. If you 
force him to run you won't collect any money from him. 
If he decides to fight, he may do anything such as 
trying to blow you away in his driveway or parking lot, 
or going to the police to get you busted. Neither of 
these options will put any money in your pocket or the 
pocket of your client, and he just might give the police 
the client’s name as well as yours, if that’s the direction 
he chooses. 
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hen you are negotiating a payment rate, 

arrive at terms he can meet. If it appears that 

the terms will drag the debt out for an 
extended period of time, add an interest to the total 
debt, figure it into the payment schedule and make 
sure the subject is aware of the added debt and why 
you are adding it on. You will not get much of an 
objection if the subject sees a way out of the danger he 
is in by your presence. If he does object, tell him you 
will be happy to accept full payment now rather than 
adding interest to cover your additional time spent on 
the collection. 


One individual |] knew who had a well established 
collection business would knock off a portion of a debt 
in exchange for services. When he was having a lot of 
trouble with a certain collection, he would use another 
subject to burn up the problem subject’s car. This not 
only put pressure on the delinquent subject, it rein- 
forced the reality of danger in the mind of the subject 
he used to do the torch job or whatever else he had 
them to do. He was one of the more successful collec- 
tors I knew, and he operated independently. He had no 
back-up men or partners, but he used his smarts and 
his appearance to his advantage. 


To summarize what’s been discussed, you must: 


1. Be sure the client is on the leve] and that he is 
not using you as an extortion tool. 


2. Establish admission of the debt by visiting the 
subject with the client to resolve any discrepan- 
cies about the fact or the doUar amount of the 
debt, and to establish your position as the 
person the subject is now indebted to. 


3. Dismiss the client and establish your strength 
and position with the subject. 
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4. Discuss and confirm a method which the subject 
will use to acquire the monies due. 


5. Establish terms of payment if the debt cannot be 
collected in full with one payment. 


6. Extract family and job information from the 
subject to use if it becomes necessary to apply 
pressure. 


7. Report the arrangements to your client. 


Basically, this is the system. Next we will go into the 
details of typing the subject and analyzing him for 
vulnerabilities. You must assume that you will have to 
force the subject to pay by physical means and be 
prepared to do so, and such will be the subject of the 
remainder of this text. 


Typing a Subject 1] 


Typing a Subject 


hen you have discussed the debt with the 
W client and met with the subject you will have 

an assortment of information about him from 
which you must draw a personality sketch. From such 
a sketch you will be able to determine how far you will 
have to go to collect the monies due. In the discussions 
to follow, we will look at some different personality 
types with a set of guidelines which will help you put 
a subject in a probable category designed for assigning 
a difficulty rating to subjects. 


How was the debt incurred? The most common 
street level debts involve drugs. The money owed will 
be the result of the subject having been given an 
amount of drugs on consignment for the purpose of 
selling them, or an amount of drugs for his personal 
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consumption which was supposed to be paid for at an 
agreed upon future date. In either of these instances, 
consider the folowing: Any amount of drugs that has 
been “fronted” to a prospective dealer will not only 
have allowed the subject to repay the amount of the 
debt, but it will have also allowed him to make a 
reasonable profit in the process, 


How did the subject wind up in debt under these 
circumstances? He has done one of two things. He has 
either consigned out the drugs to people who are not 
paying him for whatever reason, or he has consumed 
the drugs himself and cannot earn the money from 
sales to pay the debt. If he has consigned out the drugs 
and didn’t get paid for them, he is a poor judge of 
character, and a poor business man. Neither trait will 
affect your collection process, unless of course he 
plans on coming up with the money by selling drugs. 
What you might consider in such a situation is that this 
individual has no self control, if he consumed what he 
was supposed to have sold, and he may very well have 
planned to use rather than sell the product thinking he 
could get away with it. From this subject you can 
expect some pretty fancy footwork on pay days. He is 
going to have some well-thought-out excuses for not 
having your money, so be prepared to deal with him 
accordingly. 


For the subject who accepted an amount of drugs 
and proposed to pay for them on an agreed upon date, 
a basic resolution would already have been attempted 
by the client, and if the individual had in fact accepted 
an amount he was able to pay for, the client would 
have been able to collect the money himself in due 
time, even if the payments were dragged out beyond 2 
reasonable time. This individual, ninety percent of the 
time, will have known ahead of time that he wasn’t 
going to be able to pay for the consignment. He too will 
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be a good song and dance man. If any such individual 
is living in a stripped down apartment, this will 
indicate that he has probably sold everything else he 
had to buy drugs, and he is what you might call a 
glutton. Oddly enough, these guys are the ones who are 
most resourceful in procuring needed funds. You just 
have to be there when he has them or the money will 
be used to buy drugs again. 


et used to dealing with people who use drugs. 

They will constitute a majority of the subjects 

you will be collecting from. Understand them 
to be wise in the ways of every kind of trickery and 
deception. When you are taking money from them, you 
are in essence taking drugs from them, and that’s like 
taking a bone from a hungry dog. They may or may not 
be willing to fight you physically for the payment they 
owe, but they will battle you with everything else they 
can design to use. 


From time to time you will encounter collections 
whose amounts are overdue from purchases of illegal 
merchandise. In most cases you can simply repo the 
merchandise and then square the service with the 
client, but often the merchandise will have been sold, 
especially if the merchandise was jewelry. These debts 
will be the easiest to collect. 


This individual values physical property, and you 
will almost always find his house or apartment well en- 
dowed with other valuable merchandise which can be 
sold. He will also have a means of supporting himself 
whether it be through a job or some other activity. This 
subject is probably hitting some rough spots in his 
financial network, and the client is being impatient. 
You'll have the least amount of trouble with this sub- 
ject. He is trying to enjoy his life to the fullest and will 
not risk injury from you for being uncooperative. As 
long as you do not impose terms on him that are im- 
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possible to keep, the entire collection process will be 
basically smooth and trouble free. 


One of the more worrisome types in the collection 
business its the subject who has borrowed money for 
investment purposes, He is a crackpot procrastinator 
who does more dreaming during his waking hours 
than he does while he is asleep. This subject is going to 
be a probiem. He will constantly make promises to pay 
that only an answered prayer could allow him to keep. 
He is unrealistic, and you are going to have to bring 
him to face reality tume and time again before it is over. 
He will not be one that is without means, but given the 
room to move too freely, he wil) throw away your 
money and his. 


Learn as much as possible about him. You are likely 
to encounter him as a subject again if you stay in the 
collection business for any length of time. Many people 
believe that simply having money to invest in a scheme 
is in itself a guarantee that the scheme will be produc- 
tive, and of course, this is a fallacy, especially when it 
comes to get-rich-overnight schemes. This individual 
will try anything to make a buck, and he will lose at 
most of his efforts, It’s like the gambling bug. Once you 
are bitten, the effects are irreversible, and you can 
believe he will be trying to pay you off on another such 
scheme, and will probably try to talk you into going 
into partnership with hum on one of them. You will 
have to keep very tight reins on this type of subject. 


The quality of life of the subject was mentioned with 
regard to subjects who have gotten in debt from 
accepting itlegal merchandise and not paying for it, but 
a similar quality of living will tell you something about 
any subject. He does put value on physical things or he 
wouldn’t have them. He may have such a value because 
of a wife or children wanting these things, but in any 
case, he does value them, even if not for his own 
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purpose. This wil) indicate in most cases that he is 
capable of some degree of self control. It will also tell 
you that he accepts an obligation to his family and/or 
to himself. This individual has self respect and will find 
his dealings with you degrading. He will consider the 
arrangement to be insulting and will want it to be over 
quickly. This is an advantage. Just being there may 
make him more uncomfortable than it will make other 
clients. Initial pressure on such an individual will take 
little more than to come around every day questioning 
him, and if you have time, to visit him twice a day. This 
kind of pressure will work very well against him. If you 
have not elected to force the sale of his personal 
property, the threat of having to sell these things will 
encourage him to keep any payment arrangements you 
make. 


hen you encounter a collection from a subject 

who has borrowed money for domestic ne- 

cessities such as paying household bills and 
the purchase of food, you have encountered a difficult 
collection. Look closely at the subject himself and at 
the general household situation. If you find the indi- 
vidual to be unkempt and his Jiving quarters unkept, 
you have a real problem collection. If a wife or girl- 
friend and children are living with him in such an 
environment, you've got real problems ahead of you. 
You might see children running around the house dirty 
and undisciplined, and pets inside the house. This guy 
will tell you with the utmost sincerity that he doesn’t 
have the money and expect you to accept that as an 
explanation and leave. These kind of collections you 
want to avoid if possible. They are troublesome and 
always call for the most extreme measures, and not 
just once, but repeatedly. However, if this client has 
been a good one and has sent you a lot of business, you 
almost have to accept a job as a matter of principle 
and the maintenance of good relations. Extensive 
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conditioning will be required here. Be prepared to give 
it; 

When you enter into collecting large sums of money 
and encounter the corporate businessman type of 
individual, you will have to subject him to conditioning 
on your first visit. This individual is overly proud and 
arrogant. He will threaten you. He will warn you to be 
careful how you talk to him, be careful how you act, 
and eventually, tell you when and when not to call him. 
You are not there asking for money. You are there 
telling him he is gowng to pay it one way or the other, 
and although you are willing to try to work out a 
suitable arrangement, you are the impatient type and 
do not plan on taking excuses in lieu of payments 
when they are due. 


He will resist the oppression, and he will pass insults 
and warnings quickly. Do not hesitate to knock him flat 
on his ass, and put the boot to him once or twice after 
you do. Position is important to establish here. This 
type of man is used to simply raising his voice and 
getting what he wants. He is used to seeing people 
jump when he says, “Jump,” and your presence and 
purpose is in sharp contrast to how he usually deals 
with people. He is going to try to put you “in your place” 
by employing his vocabulary and confidence. Stop him 
immediately. Do not carry the conversation. Do not 
argue back. Knock him on his ass, kick him up in his 
ribs once or twice, and then start talking. If you do 
anything less and give him ten minutes to present his 
dragon image, he just might try to throw you out of the 
room, physically. Once position has been established, 
you won't have too much trouble out of him afterward. 


If a second conditioning is required, it will be the last 
one necessary. It will however take a physical action. 
He is not used to dealing with this and won’t know how 
to respond to it. Talking he is good at. Coping with 
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threats he is experienced at. Talking his way out of this 
and out of that is what he does best. He can deal with 
any verbal assault. That's his game. If you let him say 
too much, his confidence will grow to the point that 
you may have to really hurt him. Stop it at the start. 
Don’t even jet him get his whole pitch in. At the 
slightest indication of an aggressive word, take it to the 
physical plane. In doing so, you will avoid a great deal 
of hassle in the future with this subject. 


0, generally, we are looking at five types of 
subjects for street level collecting. The most 


difficult to collect from will be the domestic 
failure type. You are almost looking at the blood out of 
a turnip situation here, and again, if these can be 
avoided, I suggest doing so. This individual will cause 
you more aggravation and consume more of your time 
and effort than all of the others combined. 


The second most difficult subject to collect from will 
be the drug abuser, but in certain situations, he could 
also be the easiest because he is used to hustling. Drug 
abusers will be touch and go subjects, unpredictable 
and undependable to any degree regardless of how 
much conditioning they are subjected to. Each of these 
types will have to be judged on an individual basis. 
They will run either hot or cold, and may change at any 
given time. 


The game runner, the guy who thinks he can get 
away with anything he decides to get away with, will 
usually respond to one or two conditionings. He is the 
spoiled brat who didn’t get enough ass kickings when 
he was a kid. You'll have to be his daddy for a while, 
but he will not be all that difficult to collect from. 


The crackpot daydreamer, the guy who wants to get 
rich overnight, will always have the means to pay via 
sales of personal property. You may have to help with 
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sales arrangements if he has trouble producing cash, 
but he is good for the money. 


The businessman, once position is established, will 
be fairly prompt and cooperative and will be more glad 
to be rid of you than you will be to be rid of him, so you 
can expect that he will pay promptly according to 
whatever terms are agreed upon. 


None of these assessments, however, are to cause 
you to relax your efforts. Always be ready to go into an 
extensive conditioning pattern with each of your 
subjects. A long, dragged out collection process will 
cause the initial effects of your presentation of position 
to weaken, When this happens, it will almost always 
become necessary to condition the subject again, and 
you will not know when it will be required. If you arrive 
to collect a payment and you are too relaxed, it may 
encourage the subject to offer an excuse even if he has 
the money. You must remain forceful and always ready 
to condition if the need is indicated. 
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3 


Vulnerabilities 
of a Subject 


client, you should be assessing the subject for 

weaknesses, for his peculiar points of vulner- 
ability. You must go into all your collections with the 
assumption that this subject will be the hardest to 
collect from, will require the most effort and the most 
conditioning. Why? Because you don't want to slip and 
miss even the slightest detail. If a subject does become 
a serious problem, you will need to know everything 
possible about him from which to design a tailored 
conditioning technique, just for him. 


Every man, from the strongest to the weakest, has 
particular weaknesses such that when pressure is 
applied to them, he will fold his defenses and cooper- 
ate with you fully. When you do your homework, the 


F rom the first time you discuss a subject with the 
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next day of school is always simpler, and that simple 
logic is what we are applying here. One subject may 
have a car that he treasures above everything, and 
threatening to damage it may do more good than 
punching him in the mouth. Another subject may have 
a high social position, and just the fact of someone 
knowing he is in debt may be devastating to him. A 
conditioning of such an individual may be as simple as 
approaching him among his peers and tongue lashing 
him about not paying his debt. The threat of such an 
incident may bring sweat to his brow. All conditioning 
has an effect on a subject because he doesn’t know 
what you're going to do next, but knowing a subject's 
particularly sensitive areas may simplify your whole 
task from start to finish. We’re going to look at some 
examples and discuss what to look for and how to find 
it. 


On your first visit to the subject’s home, you want to 
examine the dwelling very closely. Even if there is no 
other person in the house when you arrive there, a 
cursory examination of the furnishings and the con- 
tents of the closets will give you a good idea of how 
many people live there, their general ages, their sex, 
and some of their interests. Counting the number of 
beds in the house will give you a pretty accurate figure 
for the number of people living there. The clothes in 
the closet, cosmetics on the dressers, and the general 
decor of the room will tell you if they are male or 
female, and give you an idea about their age bracket. 
Preschool toys will of course indicate that a toddler 
lives there. Schoo] banners and photographs will give 
an indication of school age adolescents. 


Nobody wants to be confronted or embarrassed in 
front of their children, and if a wife or girlfriend lives 
in the house, this is not only a lever to apply pressure 
with by means of embarrassment, but by means of the 
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male protective instincts as well. You will find this 
action most effective against the macho man types, 
and if you have instilled fear into the subject, he would 
avoid an out front threat to a female at all costs 
because it would destroy the image he has instilled in 
her of himself. 


bserve the subject and his dwelling very 
O closely. Determine the number, age, and sex of 

the people who are living there. If any of the 
other dwellers are present, observe how the subject 
reacts toward them and toward seeing you or over- 
hearing any conversation you may be having. If the 
subject is trying to hide the reason for your presence, 
this is a good sign that the others there are not aware 
of the debt or the extent of it. It will also indicate that 
the subject doesn’t want them to know. The thought of 
them finding out or having to overhear a loud conver- 
sation about the debt will encourage this subject’s 
promptness. 


Other people can be an effective tool for condition- 
ing. Be very observant about this while in the subject’s 
house. We have already discussed questioning the 
subject about other family members in and out of the 
house, If what you observe doesn’t confirm what he 
has told you, question him about it and satisfy yourself 
that you have the true facts, and again, if you catch 
him in a lie, a mild conditioning should be given. 


Property is a weakness in many people. If your 
subject has a nice car that he appears to go out of his 
way to keep clean and waxed, and is careful about 
where he parks it, this is a point of vulnerability. He 
doesnt want his car damaged, and even pouring a 
paint dissolving solution on the hood would be a 
devastating and meaningful conditioning. The threat 
of doing so would be very encouraging for this subject 
to cooperate. Boats, motorcycles, or other land ve- 
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hicles may have the same value to the individual, and 
these may be used as a lever as well. Property inside 
the house can be used in the same manner. Stereo 
equipment, especially the high tech merchandise, is 
always a treasured item to music buffs. A threat to 
confiscate it, damage it totally, or even abuse it will be 
a good lever to use against this individual. 


When trying to figure a subject’s most sensitive area 
as far as property weaknesses, just look for the highest 
investment. If he has a high-priced stereo and a 
clunker for a car, you know he values his stereo 
equipment above probably all other material posses- 
sions. The threat of losing it or having it damaged will 
have a good effect on your efforts. If he has an 
expensive car, or an older car that has been painted 
and is meticulously cared for, there is his soft spot. But 
his personal weakness may be neither of these. He may 
have a weakness for fancy clothes or jewelry. Look for 
his major property weakness. There is almost always 
one there to be found. 


The socialite is an easy subject to encourage cooper- 
ation from. All you have to do with this individual is 
show up at his favorite club or on his bowling night. 
Dress like a cop and pul him to the side, or dress like 
a biker and be loud and rude around him, and he'll do 
anything to get rid of you. To this individual, how he 
appears to his friends is the most important thing in 
the world. Similar to the macho man with his lady, this 
subject has an image he has to keep up, and that image 
may be all or part of the cause for his indebtedness. In 
any case, he doesn’t want you to confront him or 
approach him while he is among his peers. He would 
rather be dead than to look like a fool or look like he’s 
broke. Vanity in a subject makes your job so much 
easier. Very Closely scrutinize the information you have 
on your subject concerning his social activities. There 


Vulnerabilities of a Subject’ 23 


may be a clue there to another too] to use in the 
conditioning process. 


Based on what the client has told you, what the 
subject has told you, and what you have observed, do 
a personality sketch on the subject and be ready to act 
upon his weaknesses on the first day you are to pick 
up money from him. If he doesn’t have it, the first stage 
of conditioning begins. 
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Fear as a Weapon 


this era, Muhammad Ali. Once his career was in 

full bloom, how many of his fights were really 
physical confrontations? Up until he was on the way 
down from age, not very many. Why? Every heavy- 
weight contender wanted his coveted title as heavy- 
weight champion of the world. So many signed the 
papers and were eager to get into the ring with him, 
and they all wanted to knock his brains out if for no 
other reason than to shut his mouth, but the greatest 
motivation was the title and the money. So fighter after 
fighter signed the contracts and stepped into the ring 
with every intention of going for broke to win the fight. 
What happened? 


T hink back to the fights of the greatest boxer of 
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When the bell sounded, they knew they were in the 
ring with the finest boxer in the world — not just the 
number one fighter, but the finest boxer. He was fast, 
he hit hard, his scientific approach to the mechanics 
of the art of boxing was incomparable, and his confi- 
dence was intimidating. All of this, coupled with the 
long line of previous fighters that he had either 
knocked out or cut to ribbons created fear, so much 
fear that the sound of the bell made them come face 
to face with an opponent that they were afraid of being 
hurt by. So afraid that they were preoccupied with 
their fear of injury and couldn't fight the fight they 
were capable of fighting. Some of them may have had 
enough skill to defeat him, but the fight in the ring 
would never prove it, because they were too afraid to 
do their best. 


Cassius Muhammad Ali Clay was the greatest intim- 
idator the sports world has ever seen, and that ability 
helped him win the majority of his fights. I remember 
one of his fights where he hung an opponent on the 
ropes and hit with in the neighborhood of twenty 
consecutive uppercuts. The punches didn’t knock the 
opponent out. As soon as Ali stopped hitting him and 
backed up, the guy stood up and moved off the ropes 
with his hands up next to his head. How does a 
professional boxer of top ten ranking get hit with so 
many punches one after the other if he isn’t dazed? He 
was so consumed with fear that he wasn’t able to fight 
back. The fear of the unknown punch that might follow 
was worse than the pain he was enduring from the 
punches he was being hit with. 


Fear has both positive and negative effects, depend- 
ing on the extent and the nature, but as a rule, fear will 
paralyze the body, and confuse the mind, and it will 
inhibit the ability of a man to use reason, to apply logic 
to a situation. In the case at hand, fear can and will be 
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a motivating factor. Some psychologists theorize that 
fear is man’s essential motivation. He gets up to go to 
work when he is tired because he fears losing his job 
and not being able to support himself. Man fears the 
jaw and consequently abides by legal restraints over 
his actions as long as he knows he will be caught at the 
act of breaking the law. Men contro] savage impulses 
because they fear the consequences of acting out the 
impulse. All reasonable men have fear, and controlling 
a subject’s fears will enable you to manipulate him into 
cooperating with your efforts. 


an’s first fear is of the unknown, that which 
M he cannot see, that which he cannot hear, 

that which he cannot comprehend or identi- 
fy. When a man walks into a dark room in a strange 
place, he is uncomfortable, he is fearful of what may be 
in the room. If a man hears a sound in a room in his 
own house, and it is dark in the room, he will fear te 
enter it. Why? Because he doesn’t know what is in the 
room or what made the noise. The noise and the 
darkness in themselves are not anything to fear; it is 
the unknown that is creating the fear. If he enters the 
room and hears a sound behind him, a rush of fear will 
pass through him like an electric shock. His breath will 
shorten, his eyes will widen, and he may yell or gasp, 
and an old man may have a heart attack from such an 
experience. No certainty of danger has been identified, 
yet the fear rushes through him. What is it that the 
individual identifies in such a situation that presents 
a danger to him? Obviously nothing, but fear is gener- 
ated by the unknown sound and the darkness. When 
the mind cannot identify, it surmises, it imagines, and 
it will always imagine the worst when confronted with 
the unidentifiable, the unknown. By adopting the 
theories of psychologists that fear is man’s essential 
motivating force, and using the principle of the 
unknown in the collection process, you may well avoid 
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having to go to the extreme of second and third Jevel 
conditioning. 


First Level Conditioning 


To instill fear, you must appear to be without fear 
yourself. This will give a subject an uneasiness about 
you, He will wonder what it is about you that allows 
you to be free of any inhibitions about what you do. 
The subject experiences the controlling effects of fear 
in all he does. His first impulse when you confront him 
as a collector is to throw you out of his house. Who are 
you to just walk in like you own the place and start 
bossing him around and questioning him about what 
he owes to someone else? Your boldness will create 
that first hint of fear, and it is fear of the unknown, He 
is wondering what it is about you that gives you this 
courage. 


Your presence alone will begin the fear instillation 
process. Your actions and attitude wil be in total dis- 
cegard for him or anyone else who is in the house, and 
your choice of words will be provoking. The purpose of 
this attitude will be to effect the opportunity to per- 
form a first level conditioning. At this level, you want 
mild physical contact in what appears to be a re- 
strained action. You want to assure the subject 
through your action that he is in fact in danger of being 
physically harmed. You also want to degrade him and 
demonstrate to him that you have neither respect nor 
fear of him in a combative sense. 


What works the best is a backhanded slap in the face 
followed by throwing the subject onto the floor, You 
must be ready for a violent response, but it must not 
show. When you have thrown the subject on the floor, 
sit back down and start talking again. Do not look like 
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you are expecting him to retaliate. This will heighten 
his fear of you, and reinforce your projection that he 
presents no danger to you whatsoever. If, however, he 
does try to attack you, you must then beat him to the 
floor and kick him when he is down. You must punish 
all resistance to your authority, His failure to launch 
any such attack will be your confirmation that the 
conditioning has been effective. 


o better illustrate the effects and applications 
; of first level conditioning, we are going to look 
at some case histories recounted by a pro- 
fessiona] collector. We are going to give the name “Joe” 
to our collector, being that he was unwilling to allow 
his name to be used in the published text. He and 
another professional] collector have provided the 
information contained in this material, and both men 
have been successful in the field for numerous years. 
One is now retired. The other is currently active in the 
business. 


Joe's client in the first case was a cocaine dealer. The 
subject had been dealing for the client for three years 
without any problems. The client advanced the subject 
smai] amounts of cocaine on a weekly basis. At the end 
of the week, the subject would always return with the 
sum he owed and would take another amount of 
cocaine on a consignment basis. 


Over three consecutive weeks, the subject came up 
with stories that this and that had happened and that 
payment would be delayed. The price for each week’s 
cocaine was two thousand dollars. The first week he 
came without the money, he told the client the money 
was delayed because one of this runners had gotten 
busted with the money. The client gave him another 
amount of cocaine with the arrangement that both 
payments would be made at the end of the week. The 
subject returned at the end of the week again, without 
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the money and with another story, and the client give 
him another package of cocaine with which to make 
up for his losses. He never showed up at the end of the 
week, and the debt was up to six thousand dollars, The 
client tried for several weeks to collect all or at least 
part of the debt without success. After his last failure, 
he called Joe. 


Joe questioned the client and it appeared that the 
subject had started shooting the cocaine and had 
developed a habit he was unable to control. Joe and 
the client made arrangements and went to the sub- 
ject’s house the following Saturday morning. The 
subject was an average size man, age 30, with a wife, 
an eight year old boy and a six year old girl. He was an 
executive at a broadcast station with a good weekly 
salary, and his home was well furnished. The subject 
was the type who saw himself above everyone else, and 
his attitude unmistakably portrayed his feelings. 


Joe and the client established the fact of the debt 
with the subject in his bedroom and Joe asked the 
client to leave, Joe was now the creditor and began 
questioning the subject about how he planned to pay 
off the debt. The subject immediately poked his chest 
up and told Joe that he would call him in a few weeks. 
Joe went into his act. 


Joe jumped up from the chair he was sitting on and 
ran across the room to the bed where the subject was 
sitting and with his nose almost touching the subject’s 
he screamed the words: “You don’t tell me when you 
are going to call me. I tell you when you are going to 
call me, asshole.” The subject was shocked at Joe’s 
hostility. He was used to the client’s pleading type of 
efforts to get the money. Joe was only a little bigger 
than the subject, but his violent reaction made him 
seem like he was ten feet tall and weighed five hundred 
pounds. The subject leaned back on the bed, speech- 
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less. Joe backed up, turned his back on the subject and 
walked back to the chair he was sitting on and asked 
again how the subject planned on paying off the debt. 


The subject started talking about different things he 
could do and assured Joe that he would start making 
a real effort to gather the money. The conversation 
went back and forth for a few minutes and Joe could 
see that nothing solid was being established. Joe 
expressed his dissatisfaction with the proposals and 
started questioning the subject about where he 
worked, where he did his banking and a few other 
personal matters. When Joe asked him how much 
money he made every week, the subject made his 
second attempt at resisting. His answer was that it was 
none of Joe’s business what he earned. 


oe went into his act again, but this time with 

physical contact. He stormed across the room 

again and the subject rolled back on the bed and 
put his hands up over his head. Joe smacked his head 
back and forth several times and then pulled the 
subject off the bed onto the floor and kicked him in the 
ass. Joe stood over him until he looked up, then drew 
his hand back again as if to hit him and the subject 
cowered and covered his head again. Joe went back to 
the chair, sat down, and repeated the question: “How 
much money do you make a week from your job?” The 
subject responded with the amount and additional 
information on how he could put in overtime by 
putting in hours on special projects in the sales de- 
partment, 


When Joe left, the subject was following him in his 
Car on the way to the client’s house. The subject 
brought three thousand dollars worth of jewelry with 
him to put up as collateral to buy another ounce of co- 
caine. All of the money was handled through Joe, and 
Joe picked up five hundred dollars the first two weeks, 
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and a thousand dollars each week for the following five 
weeks. The debt was paid and Joe made three thou- 
sand dollars trouble free after the first meeting. 


Joe’s violent outbursts convinced the subject that he 
wasn't going to bullshit his way out of repaying what 
he owed, and that he was in definite danger from this 
maniac of a collector. Joe’s actions amounted to a 
minimal effort, but the air he projected gave the sub- 
ject an uncertainty about his safety as long as he had 
to be involved with him. He was too afraid not to have 
the agreed upon amount, and although the arrange- 
ment had been made for five hundred dollars per 
week, the subject came up with a thousand dollars 
every week after the third week just to be through with 
having Joe around. 


As far as the subject was concerned, Joe presented 
a danger to his health, He was unpredictable. He was 
the type to just snap at any moment and he wanted 
him out of his life as soon as possible. The leve] one 
conditioning allowed Joe to collect the debt with no 
trouble, and quickly. The client was happy, and of 
course, Joe was happy. 


In a similar case, Joe was hired by the same client, 
but this time to collect a marijuana debt. The subject 
in this case had only been doing business with the 
client for about a year. He had previously demon- 
strated himself to be trustworthy and businesslike in 
their dealings, and given different circumstances, he 
may very well have continued to be an asset to the 
client’s business. However, the subject had gotten 
burned on a large deal and was unable to stand good 
for the loss. He had been approached by an associate 
he didn’t know very well and asked if he could come 
up with twenty pounds of marijuana for a cash deal. 
He went to the client and was given the twenty pounds 
on consignment with the agreement that he would 
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return with the cash for it that evening. When the 
subject arrived at the arranged exchange point, he was 
held at gunpoint while the twenty pounds were taken 
from his car. Of course, the subject was liable for the 
amount owed regardless of the incident. 


week after he told the client about the incident, 
A the subject asked for a pound to deal to try to 

make up the money he was in debt for. When 
a month passed and the subject made no attempt to 
contact the client or give him the money, Joe got a call. 
At Joe’s meeting with the client, he extracted as much 
information as possible about the subject, and the two 
of them went to the subject’s house. 


This subject was the hippie jock type. He was over six 
feet tall and weighed a little better than two hundred 
pounds with a muscular build. He had long ragged hair 
and dressed in a white tee shirt and jeans and a motor- 
cycle boots. He was not employed and had two women 
living with him. One worked as a strip dancer in a night 
club. The other was a waitress in a restaurant. All 
three of them were in their mid-twenties. 


Before going to the subject’s house, Joe was con- 
vinced from the information the client had given him 
that the story about being burned for the twenty 
pounds was factual, but he was further convinced that 
when the subject came back and asked for the ad- 
ditional pound to start making money to pay back the 
debt, he had no intention of paying for that pound or 
the twenty he had lost. Because nothing drastic had 
happened as a result of the first loss, he was sure that 
the client would do nothing about one additional 
pound. 


When Joe and the client arrived at the subject's 
house, he iramediately presented an attitude and 
acted like he wasn’t going to let them in. Joe knew right 
then that this subject was going to need a very firm 
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first level conditioning and made up his mind to apply 
it at the first opportunity. A short conversation tran- 
spired between the client and the subject establishing 
the fact and the amount of the debt, and the client 
introduced Joe as the person he would be dealing with 
from that time on with regard to the debt. The subject 
showed no intimidation and said “Is that right?” and 
got up off the couch and started into the small kitchen 
in the house. That was Joe’s cue. 


Joe leaped up from the chair he was sitting in and 
grabbed the subject by the hair on the back of his head 
and slung him back onto the couch, Before the subject 
could react, Joe was on him with his knee in his groin 
and one hand around his throat. The other hand was 
drawn back to throw a punch. His words were: “You 
pull a stunt like that again, asshole, and I'll break your 
motherfuckin’ face.” The subject panicked. He didn't 
know what to think about Joe’s reaction, so he went 
into his “What did I do?” act. “What’s wrong with you, 
man? I was just going for a beer.” 


For all practical purposes, Joe had already ac- 
complished level one conditioning, but he wanted to 
reinforce it with this subject. “You owe me forty-three 
hundred dollars, asshole, and until you've paid it back, 
I own you, and don’t you ever leave the room while I’m 
here without asking first.” “Alright, man, alright. I 
wasn't trying to be smart.” Joe let him up and began 
questioning him. The subject was cooperative, and as 
it turned out, he still had most of the pound of pot left. 
He was dipping into it now and then whenever he 
wanted a joint and never had intended to sell any of 
it. Joe made him sell all of it and use the money to buy 
another pound. By the end of the second month, the 
debt was paid and Joe made $2,150.00 out of the deal, 
plus fifty dollars on each pound the client sold to the 
subject in the process of paying back the money he 
owed. 
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ere again, the fear that was instilled by a 
H strong application of leve] one conditioning 

did most of Joe’s work for him. The subject 
really had no idea of what Joe might be capable of, but 
not knowing was enough of a terror. All the subject 
knew for sure was that Joe was liable to fly off the 
handle at any moment for the slightest reason, and his 
own imagination produced the terror that followed. If 
Joe reacted like he did because he walked out of the 
room, what would he do if his money wasn’t there to 
be picked up? The subject didn’t want to find out. 


Putting that all-important fear into a subject's heart 
will do the greatest part of the collector's work, and 
that task should be completed at the first meeting. 
First level conditioning is given to all subjects, except 
in the rare case that the subject is so intimidated by 
the collector’s presence that it is obviously not needed. 
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Level Two Conditioning 


apply in some cases, is pretty much a standard 

routine for each type of subject you will be 
dealing with, Level two is more tailored to the indi- 
vidual. You must always be ready to go to level two, but 
proper execution of level one tactics will make this 
step unnecessary. Should you find yourself repeatedly 
having to go to level two, it would be wise to do an in- 
vestigative survey of your initial presentation to your 
subjects. It is weak and not convincing enough. 


We have discussed briefly the process of identifying 
a subject's vulnerabilities, and you should already have 
these weaknesses in your mind for each subject you 
are dealing with. If and when the time comes that you 
have to go to level two, there will be no need for 


] evel one conditioning, although variables will 
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hesitation, and in fact, you must be ready at each con- 
tact with the subject to initiate level two. As a rule, you 
will find that a subject will try to get a friendly 
relationship established with you if he plans to miss a 
payment, or if circumstances cause him to fail to have 
an agreed amount of money ready for you. The effort 
will be obvious, and you will find that in dealing with 
the younger drug cases the female of the house will 
start making blatantly obvious passes. This you must 
avoid. If you allow a friendly atmosphere to begin, you 
will invite problems that neither you nor your client 
can afford. Keep your business dealings completely im- 
personal, and the duration of your visits very short. As 
soon as you have your money, leave. Keep the conver- 
sation to a minimum. [f, however, circumstances force 
you into level two action, do not hesitate. 


Because level two requires the “tailored” effort, we 
will look at each type of subject separately, and 
examine individual example situations. Keep in mind 
that a professional collector looks upon level one 
action as a method to avoid going to level two, and 
level two action as a method to avoid going to level 
three. 


Always keep your goal in mind and work toward it. 
In this case, if you are collecting a $5,000 debt, your 
goal is to collect that $5,000 as quickly as possible with 
the least amount of effort. Your efforts will produce an 
income of $2,500. If you can accomplish this in two 
hours of strategy development and ten thirty-minute 
visits to the subject, you have earned nearly three 
hundred and sixty dollars for each hour you spent on 
the task. It is technique and knowledge that wil) bring 
results with the least amount of effort. Do not be eager 
to go to the second and third levels of conditioning, as 
these levels expose you to greater legal risks. 
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Type One 


Our first example involves a man with a small family. 
This subject has a wife who is working, and two school 
age children in grammar school. You have observed his 
children to be well disciplined and affectionate toward 
the subject. This indicates a good family relationship 
for this individual subject. He is careful about teaching 
and showing affection for his children so you can 
expect that he cares for them. A strong level two 
technique for this subject would be to meet one of his 
children on the way home from school and hand the 
child a letter with instructions to give it to his or her 
father. The note should read: “Nice looking kid. Too bad 
parents can’t always be around to protect them. Kids 
have a habit of wandering off.” The letter should be 
sealed in an envelope when given to the child, and the 
only conversation should be: “Give this to your Daddy.” 


This simple act will cause terror to both parents. 
This act was not expected, and it will create a new fear. 
(What will he do next? Would he hurt the children?) 
Be available for a call or a visit from the subject, but 
do not wait for it. If the subject generally arrives home 
at 5:00 PM, be there by 5:30 if he hasn’t contacted you. 
Whether by call or in person, your first words to him 
are: “You broke our agreement.” Let him take the 
conversation from there. 


He could have a variety of reactions, among which 
could be a hostile, aggressive one. If you allow him to 
show an outburst without retaliating, you will have lost 
ground in the conditioning process. He must never be 
allowed to raise his voice, or resist you either verbally 
or physically. The reaction/response you need from 
him at this point is one of apology and submission. 
Anything less will necessitate a violent outburst from 
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you. It may not yet be necessary to subject him to any- 
thing more than one or two body punches, but you 
must be sure to appear restrained. Make it look like 
you would tike to kill him but are letting it go for 
another chance to keep the agreed upon terms. If his 
reaction is one of fear, then you have accomplished 
your task in sending the letter to him by his son or 
daughter. 


What this move will do in the majority of instances 
is bring the subject to the realization (or assumption) 
that you will do anything to get the money from him. 
Being a family man, even though his financial planning 
skills leave something to be desired, demonstrates a 
commitment to someone other than himself. Using 
other family members as a lever may very well be the 
key to insuring total cooperation and effort from this 
subject. 


If the subject has a strong relationship with his wife, 
you may also stop by her place of employment if she 
is working at the type of establishment where you 
could have visual contact with her. Do this on the same 
day you deliver the letter to the child. Your action here 
would be one of simplicity; say nothing. Go there, make 
eye contact with her, and leave. Do nothing more at 
this visit. All you want to do is let her see you there, 
and let her imagination and the subject’s take it from 
there. If your level one presentation was strong, your 
presence will create a fear that will be just as intimi- 
dating as anything you could do out in public. When 
combining these two moves, the subject will be faced 
with two incidents to sort out, and again the fear 
element will do the rest. 


Whether he responds with hostility or submission, a 
change will occur in the circumstances, which is what 
you have to force when going to level two. The original 
fear has worn off, and the subject has slipped into a 
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state of complacency. He is not overly concerned about 
making his payments and this has to change... unmedi- 
ately. The longer you wait to continue and increase the 
conditioning process, the more you will have to do to 
bring the subject back under control. 


If your type one subject is the complete failure type, 
you will already know it from your first visit. When you 
are dealing with the type of individual who is living in 
a dirty house, his chuidren are dirty, there is very little 
food in the house but he always has beer in the 
refrigerator, there is no level two for this subject — you 
go straight to level three. This subject cares for nobody 
else, and very little for himself. You cannot reach him 
by threatening either him or his family until he himself 
is suffering physical pain, so you may as well save 
yourself the effort and just go straight to level three. 


Type Two 


Your drug abuser subject is used to coming up with 
money that he doesn’t have, but desperately wants. 
When you have encountered an agreement violation on 
terms of payment, you can usually lean on him good 
and hard and get him out in the streets to get your 
money. 


We're going to use the extreme subject for this 
example. He is living in a house that is completely 
ragged and stripped down to bare essentials; no stereo, 
a small black & white TV, ripped furniture, etc. You 
obviously cannot force him to sell anything he has, so 
you have made an agreement with him to make “X” 
dollars of a payment weekly on his debt. Into the 
second or third week he doesn’t have your money. 
Remember that the drug abuser is used to coming up 
with money he doesn't have, and for all practical 
purposes, doesn’t have access to. The only thing 
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holding this subject back from having a given amount 
of money is the motivation to go out and get it. When 
the urge strikes him, he will go out and rob, steal, 
hijack, blackmail, or anything else to come up with the 
money to buy the drugs he wants, and he will come up 
with it. Why? Motivation! He wants the drugs. What 
you have to do now is provide him with a comparable 
motivation. 


You will usually not find a drug abuser to be overly 
aggressive or hostile unless he is under the influence of 
a drug that conflicts with his system. Some people get 
aggressive on cocaine in a hostile manner. Many people 
go through drastic personality changes while under 
the influence of Methaquaalone (ludes). Often, the 
change is a hostile one, but very few, if any at all, will 
get into serious debt over a quaalude habit, because 
they are relatively inexpensive. The chances, therefore, 
of running into a hostile drug abuser are very slim. Of 
course, you should always be prepared to cope with a 
hostile advance. 


This subject’s life revolves around the acquisition 
and consumption of drugs, and little else concerns 
him. Pain, however, is a universa] language spoken and 
comprehended by all living creatures. When you cause 
pain to an individual, you will always get his full and 
undivided attention, and at the threat of further 
physical discomfort, especially of an uncertain nature, 
cooperation will generally follow. What you have to do 
with this individual is use a mild application of level 
two conditioning and a strong application of instilling 
fear. 


You are going to go into a violent outburst, attacking 
the subject with one or two punches and knocking him 
to the floor. When he lands, fall on top of him and start 
choking him. You must appear to be nearly out of con- 
trol. You should be yelling and cursing, and demanding 
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your money. The key here is to continue the assault un- 
til he offers a solution. A level one application of con- 
ditioning would consist of a brief attack. Here, you 
want to reinforce the threat of harm. By not letting the 
subject up and continuing the pressure on the choke, 
you will force him to offer a resolution to the reason 
for the attack. What you want is a commitment to go 
after your money right now, and to have it either that 
evening or the next morning. Do not let him up until 
you have such a commitment. If it becomes necessary 
to strike him again, do it. You have to get the commit- 
ment before jetting him up. 


O nce you do have the commitment, apply added 


force to the choke or strike him again and 

reassert your demands. Before leaving, get a 
time and place of meeting agreed upon for delivery of 
the payment. This is all this type of subject will 
understand. He has no other vices to use in applying 
pressure to him, so you must apply the pressure 
directly to his body to cause pain; that he will un- 
derstand. 


Type Three 


It is always possible that a subject was not able to 
put together a payment, but often a subject will 
conjure up enough courage to “try” you, or in the case 
of this type of individual, try his own skills in the game 
running field. In much the same manner as the type 
two subject, you'll be able to see it coming. The subject 
will probably not attempt to use a female to bait you. 
He'll want to do it himself. Over a two or three week 
period, he will be exceptionally congenial, always 
smiling and offering food or drink when you come to 
his house, and will probably offer drugs and alcohol as 
well. Despite your efforts to be cold and detached, he 
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will go to whatever lengths necessary to break through 
and get a smile or response from you. {f you let the wall 
down, you have given him the opening he was looking 
for, and it will just be a matter of time until you show 
up for a collection and get a fairy tale instead. 


For the sake of avoiding the inevitable, put a stop to 
this approach. When a subject attempts to establish a 
personal relationship, assert your position strongly 
with him. You are not there for socia)] reasons, your 
presence is necessitated by a business arrangement 
which originated through your client. You don't even 
like the subject, as a matter of fact you dislike him and 
have no intention of being involved with him any 
longer than you absolutely have to. No smiles, and no 
congeniality. If you stop the subject’s approach at the 
starting point, chances are you can avoid being con- 
fronted with an excuse in place of a payment. How- 
ever, if this subject does try you by missing a payment, 
you have options with him that are not available to you 
with the previous two types of subjects. 


This subject is not without personal and domestic 
embellishments. From your analysis of his vulnerabil- 
ities, you should have a good idea of how to put 
pressure on him from a personal property standpoint. 
For example, he may have an assortment of valuable 
jewelry. Take all of it. If ultimately you have to sell it, 
it will bring considerably less in dollars than the 
original purchase price. If the weekly payments had 
been arranged for an installment of $400, you will want 
to confiscate $1,200 worth of merchandise whether it 
be all in jewelry or part in jewelry and part other 
merchandise such as audio or video electronic equip- 
ment. When you confiscate these objects, tell the 
subject he has twenty-four hours to have your money, 
after which time you will return his property to him. 
If he does not have your money within the stated time, 
you will sell what you have taken from him in an 
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attempt to secure the amount due. If you get less than 
the amount due, he will still be liable for the balance. 
If he raises the slightest objection in an aggressive or 
hostile manner, you must react with violence. 


he action of confiscating his property will 

accomplish two things. First, it will reinforce in 

the subject’s mind that he must meet the 
payment and wll not be allowed to talk his way out of 
an agreed upon installment. Secondly, it will allow you 
to secure the value of the payment even if you do have 
to go out of your way to sell the merchandise. A subject 
with expensive personal possessions will be influenced 
by a certain amount of vanity, and will put a great deal 
of value on his personal property. The experience of 
having these things taken from him will have a strong 
impact on him. You will find that quite often the 
subject will come up with the agreed upon installment 
within the twenty-four hour period you allowed him to 
avoid the sale of whatever you have taken. If he does 
come up with the money, make him give you some oral 
assurance that he will have your money the following 
week, and every week thereafter, and do this before 
returning his property to him. 

Your actions in this ordeal, if properly executed, will 
reinforce position, he is in your debt and has nothing 
to say about anything where you are concerned until 
the debt is paid, and especially when he misses an in- 
stallment. You have further extended yourself by 
allowing him to pay off the debt on terms. Nothing 
more is to be expected of you, and if he violates the 
terms of the agreement, whatever action you take in 
retaliation is justified. 


Type Four 


We already know our daydreamer to be basically 
harmless. Actually, he does more harm to himself than 
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anyone else. Here again, as a rule, you will find that a 
weak process at level one will be the cause of being 
forced into level two. This individual isn’t a tough guy 
type. He’s a perpetual adolescent when it comes to his 
financial obligations, and he is poor at calculating his 
investments. A collector chasing him around is proba- 
bly the most excruciating insult to his ego that he 
could possibly endure. He sees himself as a big busi- 
nessman, an investor with vision. The very presence of 
a collector attacks his self-image. What you have 
probably done with this individual is give him too 
much room to move around. 


At level one, you have to call this subject on the 
phone once or twice every week between visits just to 
remind him that you are still interested in his debt. 
Remember that this guy does not learn from his 
mistakes. As quickly as the sting of loss cools down, the 
pain is forgotten. Being that these types of individuals 
are very active socially, we’re going to set up an 
example using his social life as a Jever to apply level 
two pressure. 


Keep in mind that your type four individual is a high- 
energy, hyperactive person. He stays busy and is 
always rushing here and rushing there. His after-work 
hours will probably look something like this: On 
Mondays he'll be going over the workday schedule and 
making mental notes for Tuesday. On Tuesday night, 
he and his wife go bowling, and they are both members 
of a league that competes with other teams and other 
leagues. This effort feeds his personality needs. He likes 
risks and challenges. Competitive sports keep him 
going when he’s not at work, so you're likely to find him 
involved in tennis or some other competitive activity 
every week in addition to his bowling. We are going to 
say he plays racquetball at health club on Thursday 
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nights, His weekends will be occupied with caring for 
a meticulously tailored lawn, washing and waxing the 
car, and of course, a Sunday drive with the family. 


Following a missed payment, we're going to visit him 
Monday morning at work, without calling ahead. Ifhis 
workday starts at 8:00 AM, you want to arrive at his 
office at 8:15 AM. He is going to be busy getting the 
work week started, and your presence is going to 
frustrate his efforts and disrupt his concentration. 
When you went to his home on the weekend and didn’t 
pick up a payment, you will have gotten some kind of 
financial commitment from him for early in the week, 
and you will question him about those efforts at this 
time, and about any success he may have had toward 
that goal. This will be distressing for him. He wants to 
get his mind into his work. He thrives on it and your 
persistence will put him through a good deal of stress, 
That is precisely what you are trying to do. Level two 
is a punishment as well as a pressure process. 


On Tuesday, you will call him at work around 10:00 
AM. Whether or not you are able to speak to him is not 
important. A message left for him will do the same job... 
create more stress. That evening is his bowling night. 
You want to arrive there after the game has started. 
When you get there, let him see you without calling 
him. When he sees you, pull him aside and question 
him again about payment. Your questioning is to be ex- 
tensive. You want to hang him up in a Jong conver- 
sation and disrupt his game. You also want to raise 
your voice and attract as much attention as possible 
without getting too loud. Mention the debt so others 
standing nearby can hear it. Again, this will be an 
embarrassment to him, and will damage the image he 
projects to other people. He would rather be beat up 
in private than have the fact of his incompetence 
spread around among his friends and associates. 
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On Wednesday morning, you are back at his office at 
8:30 AM, and your questioning must be severe if he 
does not. have your money and cannot say when he will 
have it. You will want to apply some minor body con- 
tact such as a push, a grab of his shirt, or some such 
gesture. That evening, go to his home and question him 
again, and this questioning must also be intense, Push 
to get a commitment from him. 


On Thursday night, you are going to be outside the 
health club he goes to. When he comes out, meet him 
at his car and tell him you are there for your money. 
If he says he doesn’t have it, let him know that youll 
be folowing him home and stay right on his tail. When 
you get there with him, confiscate an amount of per- 
sonal property that is three times the value of the pay- 
ment that is overdue. What you want to take is what- 
ever property you know him to value most, whether it 
be jewelry or domestic items. You are not likely to be 
able to collect the payment that is due, because being 
so late in the week, another payment will be due again 
in a day or two. So plan to sell the items, and make the 
necessary arrangements to do so as soon as possible. 


If your regular installment days are Saturday, make 
no further contact with the subject until then. To get 
his property back, he may give you the week’s payment 
on Friday, and upon returning his property, you will 
find yourself having to confiscate it again the following 
day. On Saturday, if you collect a double payment, 
return his property. If you collect only one week's 
amount of money, use the arrangements you made to 
sell the confiscated items. If he does not have the pre- 
vious week’s payment or the new week’s payment, 
confiscate an additional amount of property equiva- 
lent to three times the value of the payment due, and 
sell all of what you have confiscated. If there is no 
additional property to confiscate, go to level three and 
advise your client of the situation. 
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Type Five 


Your type five businessman, unlike the businessman 
type four is an elderly and scholarly type of individual. 
He is an accomplished man, and either took a bad luck 
hit on an investment, or has a nasty undercover habit 
which could range from expensive prostitutes to 
cocaine, or anything in between. He is not a weak in- 
dividual, but he is not the physical type either. His 
strength is in his grammar and negotiating skills, and 
he will have a very good reason why you should let him 
slide on the overdue payment. You're not dealing with 
an amateur diplomat here. This guy has the stuff to 
run for a senatorial seat, and if you approach him 
unprepared to sift through the bullshit he is going to 
throw at you, he'll drown you in it, and you'll leave his 
office apologizing for the intrusion. 


Position! You are the collector. He is in your debt. 
What's more, he is overdue on a payment. If he starts 
laying a line on you, break it down to the basic facts 
by asserting position. If he feels he is smarter than you, 
he will try to intimidate and confuse you with words 
and explanations that elude your comprehension. 
Negotiating is his first line of defense. It’s what he does. 
Do not allow him to throw up an oral smoke screen. At 
the first sign of fancy footwork, stop him and recount 
position to him. If he attempts to drive over it, go into 
your controlled hostility act. Throw a tantrum. 


The image you must present here is one of imminent 
danger, and of being a person who is beyond reason. 
He knows the pressure is on him to pay the debt or he 
wouldn't be dealing with you. He is fully aware of his 
situation, but he may attempt to exert control over you 
to ease the pressure on himself. Pressure is your game. 
Again, you want to collect the debt with as little effort 
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as possible, and certainly without an extensive physi- 
cal encounter if possible. Having been forced into level 
two conditioning, either your leve) one presentation 
was weak, or the subject really is having problems 
putting the payments together. Unfortunately, you do 
not have an unlimited liberty to grant extensions for 
payments. You have a responsibility to your client, and 
with every subject, your reputation is on the line. 


The collection business is not for guys with a soft 
heart. You must be businesslike, greedy, and heartless. 
Care nothing for your subject. Look at him as standing 
in the way of your financial growth and well-being 
when he is late with a payment, and look at him as 
damaging your business reputation when he cannot 
come up with a payment at all. Think of yourself first. 
In nine out of ten instances, the type five individual 
does have resources and/or financial holdings which 
he can use or cash in to pay the debt, When he does 
not do so and is not otherwise able to make an 
installment, he is resisting the authority you have 
claimed on him by virtue of his indebtedness to you. 
Level two is a force maneuver, and it must be handled 
as such. 


If he tels you on Saturday that he doesn’t have a 
scheduled payment, you will visit the subject at his 
office on Monday morning. As with the type four 
subject, give him fifteen minutes to take off his coat 
and get comfortable at his desk. When you walk into 
his office, sit on the top of his desk very close to him, 
and tell him you are there for your money in simple 
direct words: “I'm here for my money.” Look him in the 
eye, don’t smile, and don’t say anything else. 


If he doesn’t have the money and his response is not 
telling you when he is going to have it, cut him off while 
he is still talking and raise your voice saying again: “I'm 
here for my money.” Get off the desk and stand within 
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an inch of him whether he is standing or sitting. 
Entering a person's “privacy zone” under these circum- 
stances will be intimidating, and will make him that 
much more uncomfortable with your presence. 
Whether he backs up or stands still, wait for him to 
talk again and interrupt him with the words “Shut up.” 
If he is standing, grab him by the shirt and force him 
into his desk chair, and put the phone in front of him. 
If he is already seated, use one hand to grab his shirt 
pulling him close to the desk, and bring the phone with 
the other and pull it in front of him. Order him to call 
the bank, his broker, his mother, or whoever necessary 
to get your money right then. If he tries to speak, knock 
the phone into his lap and say, “Call someone and get 
my money.” If your presence has been intimidating 
enough, he'll call whoever he has to call to get your 
money. If not, you may have to smack him off the chair 
to instill further fear into him. 


With this individual, it’s just a matter of compelling 
motivation. He has a home, automobiles, and financial 
interests that he can turn into cash if he wants to. You 
just have to motivate him properly to do so. Once 
you've gotten physical with him, he is not likely to give 
you any further resistance. What you need from this 
encounter with the subject is a commitment as to 
when he will have your money, and “in a week,” or 
‘next week,” will not do. A limited physical force can 
be applied at level two, but a man of this class will have 
other concerns as well. If he has not delivered your 
payment by Tuesday morning, use an external pres- 
sure technique. 


By mid-Tuesday morning, if he has not called you to 
tell you he has your money, go to his house and have 
his wife call him for you. Instruct her to get him on the 
phone, then hand the receiver to you. When she hands 
you the receiver, greet him formally and say, “Your wife 
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has something to tell you.” Give her back the receiver 
and have her relay your message. It should be some- 
thing like: “Mr. So and So (you) says he is here for his 
money, and that he is very upset. He says he likes the 
way | look.” The words and the message, although not 
including any explicit threat, will be fear producing. 
The fact that you are inside his house and with his wife 
will jeave him to imagine things more terrible than you 
could put into words yourself. Remember the element 
of fear is greater when it is fear of the unknown. 
Whatever is most terrible for him to imagine that may 
happen, that’s what will be on his mind. 


After she says, “He says he likes the way I look,” take 
the receiver from her and say, “I'll be here waiting for 
your call,” and hang up the phone. Ninety-nine out of 
hundred times he will call right back and want to talk 
to you. If he does call back, let him talk. If he begins 
asking questions, just say again “I’m here for my 
money.” If he does not commit himself to a time that 
he will have the money that he owes you, Say, “I'll wait 
for an hour. Be sure to call back and let me know what 
you're going to do.” With those words, hang up the 
phone again. 


For this type of subject, such a tactic will be all that 
is necessary to force him into using any and all 
resources available to him to make the payment, and 
probably pay off the debt in full. If such an action 
doesn’t produce the desired results, go to level three. 
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Level Three Conditioning 


process. It is here that all your efforts go into 

physical measures rather than relying on the 
subject’s fears to induce him into meeting the agree- 
ment made with you. It is this level that a good 
collector tries to avoid, At this point, it is beyond 
question that you will be taking steps that are felon- 
ious, and that you will be in legal jeopardy, and 
although some of the level one and level two proce- 
dures may have crossed the gray line, here you will be 
operating in the black from now on. 


L evel three is the final phase of the conditioning 


Consider the following questions: 


1. Is the subject capable of paying the debt? 


54 HOW TO COLLECT ILLEGAL DEBTS 


2. Do the terms of the agreement make too great a 
demand on the subject? 


3. Is his lack of cooperation deliberate or is it due 
to circumstances beyond his control? 


4. Have you exhausted the option of confiscation 
before deciding on physical punishment? 


With regard to question 1, does this subject have a 
steady source of income? If he does not and is counting 
on a street hustle to come up with the money for the 
payments, it just may be that his efforts have been non- 
productive. Consider if he has developed a track 
record for meeting the payments, and/or if this is the 
first time he has been in default. In this case, if level 
two procedures have failed, the level three tactics will 
work to continue pushing him into the street to dig up 
the payments. 


With regard to question 2, consider your decision on 
the amount of the payment you have required from the 
subject. It may simply be an amount he is unable to 
pay. If there is evidence of such a situation, it would 
be wise to adjust the scale of the payments down ac- 
cordingly. Placing a demand on the subject he cannot 
possibly meet will force you to level three force tactics 
that could have been avoided by making a relatively 
insignificant adjustment in the installment, When such 
an adjustment is indicated, make it. You want to avoid 
level three, if possible. 


With regard to question 3, determine if the lack of 
cooperation is in fact a deliberate choice, or the result 
of temporary loss of control over independent factors. 
It may be that the subject lost all or part of the 
payment on a deal he was working on. Such situations 
are always possible when collecting delinquent drug 
debts, and although this would not be an acceptable 
excuse causing you to allow the payment to slide, it will 
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inform you of the nature of the problem, allowing you 
to deal with it more accurately. If, of course, the sub- 
ject is deliberately or negligently missing payments, 
going to level three would be the proper procedure. 


ith regard to question 4, this is your first 
W effort in level three. Before using extensive 

physical coercion, you must confiscate any- 
thing and everything of value the subject has to try to 
secure as much dollar security as you can from him 
toward the debt. Many domestic items of value go un- 
noticed during this process, so we're going to look at 
some of these that are common in the household. It 
would be helpful to have contacts to purchase these 
items from you. Keeping confiscated property could be 
troublesome in time, and will leave you responsible for 
a. cash output to your client. Selling the items piece by 
piece may become tedious, but if that is your only 
option, you do have an obligation to your client to do 
whatever possible to secure the amount of the debt. 


Small household appliances should be confiscated if 
they are in good working order. This includes kitchen 
appliances such as toasters, microwaves, electric fry 
pans, woks, and other such cooking items. Uniform 
sets of cookery, china, and silverware should be taken. 
Vacuum cleaners, lamps, clock radios, audio and video 
equipment, and decorative items such as wall pictures 
and shelf units should be taken, If the subject owns or 
is currently buying the home he is living in, make ar- 
rangements to get carrying help, take the subject to a 
rental agency and rent a truck and a dolly, and con- 
fiscate his major appliances such as the refrigerator, 
stove, and freezer, if he has one. You should also con- 
fiscate window unit air conditioners. Dining room and 
living room sets should be confiscated, as well as bed- 
room furniture that is in sets. 
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What you are doing is making a final attempt to clear 
the debt, without resorting to excessive violence, 
through the sale of his property. If you can do this, you 
will save yourself a considerable amount of effort and 
legal jeopardy. You should also make him sign his car 
over to you, if it’s in his name, then take that with you 
also. Needless to say, personal valuables such as 
jewelry, watches, etc. are also to be confiscated. If at 
any point the subject voices an objection orally, or at- 
tempts to interfere physically, a heavy physical con- 
ditioning should be given. 


It is at this level that you are most likely to en- 
counter implied or actual physical resistance, and 
though the two are markedly different, both must be 
treated in the same manner. As the collector, you 
represent an authority figure; the substance of your 
relationship with the subject parallels a parental] 
dominion, which once lost by laxity or familiarity wil 
take twice as much effort to regain. The threat of 
harm, like continued punishment, has a tendency to 
diminish in its effect as a contro] mechanism with the 
passing of time, even after reasserting “position” to 
strengthen such control. Consequently, a non-physica) 
penalty for the lack of cooperation may inspire an 
attack from the subject, whether oral or physical. Of 
course, the physical attack would be physically 
handled on instinct. The impulse to preserve oneself 
will always supersede the business directive. 


But what of an oral attack? What if, for example, the 
subject begins cursing at you when you arrive and tell 
him you are going to strip his house of everything you 
can sell? Bear in mind that an oral outburst is the last 
step before a physical attack, and often precedes one. 
If you do not put the subject in check at the first sign 
of resistance, there is a high probability that he will 
take it to the physical plane, and perhaps from behind 
you without any warning. 
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With this level three effort, the tension between 
yourself and the subject will reach maximum intensity, 
and you are to expect an assault. If you permit an oral 
attack to go unpunished, you are inviting a physical as- 
sault. The subject’s situation is that he is in financial 
distress. He has been unable to pay his bills despite the 
jeopardy you have presented. On top of that, now he 
is losing what valuables he has been able to acquire 
thus far. In such a situation, physical possessions will 
have much greater value to him than they would under 
normal circumstances, and you are there taking the 
last of what he owns. Consider these circumstances, 
the tension produced by them, and try to anticipate 
the subject’s reaction based on your experiences with 
him. If the subject is the nervous type, or the type of 
person who is prone to hostility or temper tantrums, 
be especially aware of him. However, even with the 
subtlest of subjects, expect some form of physical 
interference. 


If there is nothing left to confiscate from a subject, 
but there are means available to him to meet the 
payment schedule, his lack of cooperation is chosen, 
and that calls for the application of force. An associate 
of mine handled the following situation rather cleverly. 


His subject was 36 years old, and was married with 
two teenage children, He was employed by a company 
which manufactured electrical fixtures, earning good 
money, as his lifestyle demanded. He was living in a 
new house, had two relatively new cars, and all the em- 
bellishments that accompany upper class living. He 
didn’t own any of what he had. All the furniture in the 
house was purchased with a bank loan that was yet 
unpaid, both of his cars were still being paid for, and 
of course, his four bedroom home was still on paper 
with the bank. 
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He had developed a cocaine habit, and had already 
taken out one loan to pay off a six thousand dollar 
debt, and had run himself back up to eight thousand 
dollars indebtedness from consignment purchases. He 
was unable to secure a second loan, and had extended 
his cash availabilities to their maximum on all his 
credit cards. The client allowed the subject to continue 
making cash purchases which was good business 
because in doing so, he was able to continue to benefit 
from the subject. At one point, however, the cash pur- 
chases ceased, and it became known to the client that 
the subject was making consignment purchases from 
another dealer. After making repeated attempts to 
collect the back due monies on his own, the client 
made arrangements with a collector to secure his 
money. 


Three scheduled payments were made, but soon the 
initial fear wore off and the subject started giving 
excuses in place of installments. Initial pressure tech- 
niques at level two were somewhat effective and two 
additional payments were subsequently collected, but 
these techniques also failed and the collector was 
forced into level three tactics. Of course, the confis- 
cation option was initiated, but the subject had begun 
selling domestic items for cash to make cocaine 
purchases, and though the house was stripped of all 
valuables, which were then sold, the subject remained 
$2,200 in debt. 


The collector knew that the subject was resourceful, 
and was not putting out his best effort to make the 
payments. He therefore did not hesitate to go to the 
extremes of level three. On a Thursday morning as the 
subject was leaving for work, the collector was stand- 
ing at his front door. When the subject opened the 
door, the collector shoved him back inside the house 
and stepped in with him, closing the door behind him. 
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He made the subject and his wife sit calmly in the 
kitchen with him until the two children left for school. 
When they were gone, he stood up, walked behind the 
subject, and hit him across the head with the .45 
automatic he was carrying. The subject was uncon- 
scious long enough for the collector to bind his wife to 
a chair with duct tape. The woman, of course, was ter- 
rifled, and though her mouth was taped shut, the look 
in her eyes said all she was unable to put into words. 
When the subject sat up on the floor, the collector was 
standing behind his wife with a gun to her head. 


he subject immediately started pleading for 
time and promising to pay off the last of the 


debt. His voice was frantic. The collector’s 
response to his pleading was to simply say: “I can't 
wait,” and to unbutton the top button of his wife’s 
blouse. The subject jumped up yelling and started 
toward him. The collector changed his calm expression 
to an angry fierce one and pulled the hammer back on 
the .45 and pushed it into the temple of the bound 
woman, She turned her head toward her shoulder to 
get away from the pressure of the barrel, but the 
collector followed her movement holding the weapon 
tight against her head. The subject froze in his tracks, 


The collector then reached down and unbuttoned 
another button on the woman’s blouse and said, “I 
want my money now” The subject was in panic, shout- 
ing, “I don’t have it! Please, I'll get it!” The collector 
knew he could go to the second dealer he had been 
working with and get one or two ounces of cocaine on 
consignment, and told the subject that he would take 
two ounces to settle the debt. The subject agreed and 
was allowed to leave to get it. He returned thirty 
minutes later with the two ounces and the collector 
left without harming the woman. Of course, the subject 
was left in financial shambles, but the debt was 
secured for the client as agreed upon. 
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With this subject, the resource was there for him to 
tap to pay off the debt, but he made the choice to keep 
putting it off because he felt that he could continue to 
get away with it. He was making cash purchases of co- 
caine from the client, and later started selling domestic 
property to make purchases from another dealer, 
ignoring the outstanding debt. When the threat of 
harm was made real, the subject was desperate to re- 
solve the debt and took the steps necessary to pay off 
the overdue bill. 


As demonstrated, the leve] three tactics are nothing 
less than extreme measures, It is at this point that you 
go “all in,” so to speak, to collect the debt. Always begin 
with confiscation. An established collector will develop 
outlets for domestic property so that these items may 
be turned into cash quickly for the benefit of the client. 


In the previously recounted case, the collector used 
the subject’s wife as a lever. It was an effective play and 
allowed him to secure the remainder of the debt. If the 
subject had regained consciousness and said some- 
thing like “What are you going to do to me?” then it 
would have been evident that the subject cared only 
for himself, and the attempt to suggest harm to his 
wife was going to be non-productive. However, he re- 
acted as expected, with a protective instinct, and the 
effort was successful. It is important to understand 
that not all subjects will be so gallant and unselfish. As 
a matter of fact, you will find most people in the 
American society to be very self-centered and self- 
concerned, often willing to risk the lives and safety of 
others before their own. The following example will 
feature just such an individual. 


This was a bookie debt, owed by an articulate, bright, 
and talented professional musician. He was earning a 
good living playing in a night club, and owned $40,000 
in stocks in a joint account with his older sister. Only 
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the two of them knew about the stocks, and neither of 
them drew any cash from them. It was an investment 
they had made with the plan of using its growth for 
retirement incomes. What is notable about this col- 
lection is that it demonstrates an overwhelming greed 
on the part of the subject, a greed so great that he was 
willing to risk his sister’s life rather than pay the debt 
off by selling his half of the stocks. 


The subject was living alone in a modest one bed- 
room apartment. No expensive furnishings, jewelry, or 
other evidence of vanity. Actually, despite his outward 
type of personality and intellectual] level, he was rather 
childish and immature when it came to his style of 
living. His money went to good times, pot, and oc- 
casionally on a gram of cocaine to spice up a party en- 
deavor. He also had a love for gambling that often had 
him scraping to pay his basic living expenses every 
month, and eventually put him $6,000 in debt with his 
bookie. Over a period of six weeks the bookie repeat- 
edly attempted without success to collect the money 
our brilliant musician owed him. When he got tired of 
getting the runaround, he turned the debt over to a 
professional collector, and that’s where the subject’s 
troubles began. He was young, in his late twenties, and 
somewhat ignorant of the realities that accompany 
gambling and losing when you don’t have the money to 
pay off professional bookies. 


When the collector and the subject first met, the 
initial presentation of the collector was shocking 
enough to bring him face to face with the seriousness 
of his circumstances, and he made regular payments 
to the collector for a little better than a month. The 
effects however were temporary, The subject began to 
gamble away his earnings again instead of paying the 
installments agreed upon, and the collector resorted to 
level two tactics. He harassed him at work several 
times, trashed his apartment totally, and took all the 
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lug nuts off his car and laid them on the driver's seat 
where he found them one night as he got off work 
along with a note reminding him of his financial 
obligations. Al of this happened over the course of a 
nine day period, and still the subject tried to bullshit 
his way through the efforts of the collector. 


As he had no known property to confiscate, the 
collector went to level three with a severe body beating 
that put the subject in bed for three days. After the 
beating, the subject straightened up for a while and 
started making regular payments again, but a month 
later, he was back to his old tricks of gambling and 
smoking away his money instead of paying his bill. The 
collector gave him one oral warning, and when he 
returned two days later to pick up the late payment, 
the subject’s apartment was empty. He had moved 
without telling anyone where he went. That evening, he 
didn’t show up for work, so it was apparent that he 
planned to skip out on the debt. 


Making use of his information resources, the col- 
lector ran the subject down at his sister’s apartment by 
the evening of the following day. He arrived with the in- 
tention of applying what we have termed level three 
tactics, knowing that the subject would probably skip 
again and perhaps next time he would be unable to 
find the subject. He had to get what he could from him 
this time. He was still a little over four thousand dollars 
in debt, and had been troublesome almost from the 
beginning. It was time for heavy force tactics. 


When he arrived at the sister's apartment, the door 
was unlocked so he just walked in. The sister came 
around the corner from the kitchen and apparently 
had been given a pretty accurate description of him, 
because she attempted to run when she saw him. He 
reached out in time and grabbed her by the hair and 
pulled her to him. She screamed her brother’s name 
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and he came out from one of the bedrooms and locked 
eyes with the collector, whose right arm was now 
across his sister's throat. 


The subject walked into the living room and sat in 
one of the chairs, and the collector released his sister 
and told her to sit and not move. He looked at the 
subject and said, “You tried to skip on me, I want my 
money right now, all of it.” The subject was scared and, 
with a trembling voice, he said he didn’t have it. The 
collector reached down and pulled the sister to her 
feet by her hair, forcing her onto the tips of her toes. 
He reached into his coat and took out a long-nosed 
357 magnum and shoved it into her ribs and said, 
“Game's over, I want my money.” 


The subject said again that he didn’t have it but 
would start making payments again next week. The 
collector knew it was a put-off and didn’t plan on 
continuing to chase the subject all over town. He 
cocked the pistol and poked it into the sister's ribs and 
repeated his demands. The subject almost calmly 
repeated that he would start making payments again 
the following week. The subject seemed more calm now 
than he had been when the collector had first showed 
up in the apartment, so it was obvious that the im- 
minent danger to his sister meant nothing to the 
subject. On this realization, the collector released his 
sister, crossed the room toward the subject, and 
slammed the long barrel of the pistol across his left 
knee cap. 


The subject howled and fell to the floor rolling and 
clutching at his knee. His face was instantly covered in 
sweat, and the pain from the blow was evident in his 
squinted eyes. When the collector began to speak 
again, the subject cursed at him and said he wasn't 
going to give him anything now. Without hesitation, the 
collector reached out with the long-nosed pistol and 
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smacked the subject across the face breaking his nose 
and sending blood shooting across the carpeted floor. 
At that point the sister started yelling, “Pay him what 
you owe him! Pay him what you owe him! You have the 
money! Are you crazy?” 


That was all the collector had to hear. He kicked the 
subject in the kidney and knelt down next to him 
bracing his wrist in one hand and taking a firm grip on 
his index finger to break it. “We snap these one at a 
time until I get my money,” the collector said in a deep, 
serious voice. The game was serious again and the 
subject knew he was out of options. “I’ve got the 
money,” he said, “I'll pay you.” 


The sister made one phone call and was allowed to 
leave to pick up the money. Thirty minutes later, the 
collector left the apartment with the full amount due, 
in cash, Initially, the collector was unaware that the 
subject owned stocks, but the final effort not only 
revealed that this individual did in fact have the means 
to pay the debt all along, it revealed that for some 
people, greed outweighs their concern for even family 
members, 


To have inflicted physical punishment on the first 
subject discussed in this chapter may have been a 
wasted effort. It was apparent that he was willing to 
risk it all to continue feeding his habit. But the threat 
of harm to his wife was more than he was willing to 
risk. In the last incident, the subject cared only for 
himself, He had the means available to him to pay the 
debt, but held out even when the life of his sister was 
in jeopardy. It was not until he himself was enduring 
pain that he decided to cash in his stocks and pay off 
what he owed. 


The contrast between these two subjects demon- 


strates that not all techniques will work uniformly on 
every subject. Even the level three tactics, although 
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they are as cut-and-dried as physical] force, must be 
played by ear and handled according to the reactions 
of the individual subject. Only in very rare cases is a 
subject unable to at least make payments on a debt, 
and these will always be domestic loans and are easily 
spotted, Anyone who gambles, uses drugs, or comes 
into indebtedness from illegal sources has enough 
scoundrel in them to get out into the streets and hustle 
the money up one way or another, as long as he is 
properly motivated to do so, 


What the collector must do at level three is detach 
himself from whatever soft emotions he has, and apply 
physical force to the subject to make him utilize all his 
resources fo meet the payments. The attitude of the 
collector doesn't change from level one, but the tactics 
become increasingly severe through level two and into 
leve] three. At level three, the only boundaries are 
those which the collector himself sets. Breaking 
fingers, arms, noses, ribs, or whatever else it takes, is 
what the final phase is about, but it is not designed 
solely as a retaliatory act. The object remains the 
collection of debts for financial gain. At whatever point 
it becomes evident that an acquisition of funds or 
properties is not possible, the collector's obligations 
are over, and as stated earlier, punitive measures are 
a separate arrangement and should not be promised 
to a chent as an alternative to an effective collection 
effort. 


— 


Conclusion 67 


7 


Conclusion 


here are few tactical processes that can uni- 

formly and predictably manipulate al] men 

with the total absence of variables. The idiom, 
“One man’s meat is another man’s poison,” applies 
here. Not all men are driven by the same fears, and the 
lesser the man, the more difficult it will be to force him 
into a particular course of action. The selfish, the 
heartless, the uncaring, are the most difficult to 
manipulate. The collector’s primary weapon, as dis- 
cussed in chapter four, is fear. Fear, with alli its 
inhibitory consequences to the human mind, can be 
the single most compelling guarantor of a successful 
effort, if it is instilled in an autocratic manner. 


Such is the course of the process at level one. The 
collector must present himself convincingly as a 


{ 
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completely dictatorial figure — unreasonable, unyield- 
ing, and forceful to irresistible extremes, with un- 
known terror as the inferred result of noncomplhance. 
If the collector can instil] such a fear in a subject, his 
job is already done, leaving only meeting with the sub- 
ject to pick up the agreed upon installments. Time, 
however, does have a dampening effect on even the 
most thoroughly convincing presentations, and thus 
the level two process must be phased into the col- 
lector-subject relationship. 


The longer the duration of the association between 
the collector and the subject, the greater the prob- 
ability that familiarity will degrade the initial appre- 
hension of the subject, allowing him to muster up 
enough courage to “try” the collector. This form of 
resistance must be punished immediately, lest control 
over the subject be lost completely. The less control the 
collector has, the more he will be forced to do in 
physical terms to achieve his ends, Level two intro- 
duces an increased intensity into the relationship. 
With the application of a middling degree of force to 
both limb and holdings, the level two phase of the con- 
ditioning process is intended as a reinforcement to 
rekindle the initial fears motivating the subject to be 
cooperative in resolving the debt through his ad- 
herence to arrangements which were established at 
the first meeting. As such, an acid presentation must 
accompany any chastisement inflicted. If the process 
at level two is unsuccessful, the final phase, level three, 
is to be initiated. 


As I have forewarned, the greatest lega] jeopardy 
exists at this level, and should only be advanced to 
after considering alternative measures, and a careful 
analysis of any mitigating factors. The physical quali- 
ties of level three will produce results where the failure 
to meet agreed upon terms was a chosen course of 
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action by the subject, and conversely, will indicate a 
subject’s inability to comply if such is the situation. In 
either case, the collector’s efforts are concluded at this 
level, and are not designed to include retaliation 
strictly for punitive reasons. 


Pursue the vocation of collecting in a professional 
manner. It should be considered a business like any 
other. As a monetary enterprise, collecting can be very 
lucrative for the established pro. 


Once the collector has acquired his first client, his 
reputation will begin to take form. Every effort is to be 
treated with equal intensity, and each success will then 
bring another challenge from another client. It is a job 
that few men are really good at. Consequently, it is the 
most secure job for the man with a reputation for 
success. 


